ANALISIS SEGMENTASI NASABAH BERDASARKAN RECENCY, FREQUENCY DAN MONETARY PADA PT. PEGADAIAN KOTA PADANG SEBAGAI DASAR DALAM ANALISIS SEGMENTASI DAN PENGEMBANGAN STRATEGI CRM by MYA YUWANITA, SUHANDA
 1 
 
DAFTAR PUSTAKA 
 
Aljukhadar, M., & Senecal, S. (2011). Segmenting the online consumer market. 
Marketing Intelligence & Planning, 29(4), 421–435. 
https://doi.org/10.1108/02634501111138572 
 
Cheng, C. H., & Chen, Y. S. (2009). Classifying the segmentation of customer 
value via RFM model and RS theory. Expert Systems with Applications, 36(3 
PART 1), 4176–4184. https://doi.org/10.1016/j.eswa.2008.04.003 
 
Christy, A. J., Umamakeswari, A., Priyatharsini, L., & Neyaa, A. (2018). RFM 
ranking – An effective approach to customer segmentation. Journal of King 
Saud University - Computer and Information Sciences. 
https://doi.org/10.1016/j.jksuci.2018.09.004 
 
 
Gaffar, V. (2007). Customer Relationship Management and Marketing Public 
Relations. Bandung: Alfabeta. 
 
Greenberg, P. (2010). Customer Relationship Management as the Speed of Light: 
Fourth Edition McGraw-Hill. 
 
Hardiani,T. (2018). Segmentasi Nasabah Simpanan Menggunakan Fuzzy C 
Means Dan Fuzzy RFM ( Recency , Frequency , Monetary ) Pada BMT XYZ. 
Jurnal Ilmiah NERO, 3(3), 185–192. 
 
Hardiani, T., Sulistyo, S., & Hartanto, R. (2014) pada Lembaga Keuangan Mikro, 
03, 181–187. 
 
Hardiani, T., Sulistyo, S., & Hartanto, R. (2015). Segmentasi Nasabah Tabungan 
Menggunakan Model RFM ( Recency , Frequency , Monetary ) dan K-
Means Pada Lembaga Keuangan Mikro ISBN : 979-26-0280-1 ISBN : 979-
26-0280-1. Seminar Nasional Teknologi Informasi Dan Komunikasi Terapan 
(SEMANTIK),(May),463–468. ttps://doi.org/http://dx.doi.org/10.1016/S1875-
5364(14)60001-7 
 
 
 2 
 
Hasrul, M. (2018). Analisis Klaster Untuk Pengelompokan Kabupaten/Kota Di 
Propinsi Sulawesi Selatan Berdasarkan Indikator Kesejahteraan Rakyat. 
JURNAL MSA VOL. 6 NO. 1 ED. JAN-JUNI 2018. 
 
He, X., & Li, C. (2017). The Research and Application of Customer Segmentation 
on E-Commerce Websites. Proceedings - 2016 International Conference on 
Digital Home, ICDH 2016, 203–208. https://doi.org/10.1109/ICDH.2016.050 
 
Hosseini, S. M. S., Maleki, A., & Gholamian, M. R. (2010). Cluster analysis 
using data mining approach to develop CRM methodology to assess the 
customer loyalty. Expert Systems with Applications, 37(7), 5259–5264. 
https://doi.org/10.1016/j.eswa.2009.12.070 
 
Hu, Y. H., & Yeh, T. W. (2014). Discovering valuable frequent patterns based on 
RFM analysis without customer identification information. Knowledge-
Based Systems, 61, 76–88. https://doi.org/10.1016/j.knosys.2014.02.009 
 
Hu, Y., & Kao, Y.H. (2011). Mining Sequential Patterns With Consideration to 
Recency, Frequency, And Monetary. In Pacific Asia Conference on 
Information Systems (PACIS) (p. 78). 
 
Kasali, R. (1998). Membidik Pasar Indonesia: Segmentasi, Targeting, dan 
Positioning. Gramedia, Jakarta. 
 
Kotler, P. ; Keller, H. (2013). Marketing Management e-book , Edisi ke-12.  
 
Kotler, P. ; Armstrong, G. (2008). Prinsip-prinsip Pemasaran,Jilid 1, Erlangga, 
Jakarta. 
 
Kumar, V. (2008). Customer Lifetime Value — The Path to Profitability (Vol. 2). 
https://doi.org/10.1561/1700000004 
 
Kusuma, D. (2010). “4 Manfaat Utama dari Customer Relationship Management 
System.” Journal of Management, 1(3), p 46-49. 
 
 
 3 
 
Lovelock, C.,& H. Lauran K. Wright. (2011). Manajemen Pemasaran Jasa 
(Terjemahan). Jakarta : PT. Indeks (Gramedia Group). 
 
 
Lukas, A.P. (2001). Makalah Seminar : Customer and Partner Relationship 
Management, Telematic Research Group. 
 
 
Mohammed, A. A. (2012). Customer Relationship Management ( CRM ) in Hotel 
Industry : A framework Proposal on the Relationship among CRM 
Dimensions , Marketing Capabilities and Hotel Performance, 2(4), 220–230. 
 
 
Monalisa, S. (2018). Klasterisasi Customer Lifetime Value dengan Model RFM 
Menggunakan Algoritma k-Means. Jurnal Teknologi Informasi dan Ilmu 
Komputer (JTIIK) DOI: 10.25126/jtiik.201852690 Vol.5, No. 2, 
Mei2018, hlm. 247-252. 
 
 
Morissan. (2011). Manajemen Media Penyiaran: Strategi Mengelola Radio dan 
Televisi. Jakarta: Kencana. 
 
O’Brien dan Marakas. (2010). Management System Information. McGraw Hill, 
New York. 
 
Rahimi, R. (2017). Customer relationship management (people, process and 
technology) and organisational culture in hotels: Which traits matter? 
International Journal of Contemporary Hospitality Management, 29 (5), 
1380–1402. https://doi.org/10.1108/IJCHM-10-2015-0617 
 
Rainer, R. K., & Cegielski, C. G. (2011). Introduction to Information Systems: 
Enabling and Transforming Business. (3rd Edition). USA: John Wiley & 
Sons. 
 
Richards, K. A., & Jones, E. (2008). Customer relationship management: Finding 
value drivers. Industrial Marketing Management, 37(2), 120–130. 
https://doi.org/10.1016/j.indmarman.2006.08.005 
 
 4 
 
Sanjaya, R. (2015). Hubungan Customer Relationship Management Dengan 
Loyalitas Nasabah (Studi Kasus : PT Bank XYZ Cabang Bogor). Bogor : 
Institut Pertanian Bogor. 
 
Sarlak, M.A. and Fard, R.S. (2009). The Impact of CRM on the Customer 
Satisfaction in Agricultural Bank. American Journal of Economics and 
Business Administration, 1 (2), 173-178. 
 
Sekaran, U. (2017). Research Methods for business Edisi I and 2. Jakarta: 
Salemba Empat. 
 
Soeini, R. A., & Fathalizade, E. (2012). Customer Segmentation based on 
Modified RFM Model in the Insurance Industry, 25, 101–104. 
 
Sugiyono.(2010). Metode Penelitian Pendidikan Pendekatan Kuantitatif, 
kualitatif, dan R&D. Bandung: Alfabeta. 
 
Tjiptono, F. (2008). Strategi Pemasaran. Edisi 3, ANDI: Yogyakarta 
 
Tunggal, A.W. (2008). Dasar –Dasar Customer Relationship Management 
(CRM). Jakarta : Harvindo. 
 
 
 
 
 
 
 
 
